





Tobacco Company Mark Young 
New York Metro 
May 22, 1997 


To: All Managers in New York Metro 
Subject: Salem 
Dear Managers, 


Last week before the Winston No Bull meeting, I explained (to DM’s & RM’s) that 
Salem now wants to come back to NYM and Philadelphia in fourth quarter to introduce 
the new Salem Campaign. During the Winston meeting I also had several conversations 
with Jim Maguire and Dave ..... and they made it quite clear that there would be a “Big 
Problem” if we drop the ball on Winston, Camel or Doral because of Salem. 
Bottomline, it doesn’t make good business sense for Philly or NYM to work the 
complete Salem brand family changeover in 1997, due to the hugh epee of the No 
Bull proposition. 


I just got off a conference call with the Salem group and Jay Loftin. It’s apparent that 
Salem wants to get the new product on the street prior to any potential FDA regulations 
having the chance of being passed (NSS / Advertising restrictions / promotiona! 
restrictions / etc.). They also understand that if we do anything it must have minimal 
effect on our salesforce and the focused attention on No Bull and Camel. 


H 3 ample of som ething that could be considered: 

OUntroduce ONLY the two new Slide-Box styles (FF 85 & Lt.85) 

O\Begin SR prebooking a 4 carton display offer in September / Oct.delivery (work as a standard 
WPAap promotion). 

OOfer a strong temporary display payment / $.30 sniped product. 

OConcentrate heavily on Direct Account / Subjobber involvement: 
* Special DPC offer with sniped product (2ctn. & 4ctn.) 
* Large quantities / and a DPC payment value that would work 
* Possibly tie in DA/SJ placement of POS for payment DA’s and Sub's ...... let it go 
into the marketplace. 

Cin retail stores that we have contracts in: 
* If we have a Salem permanent footprint .... place new Salem Box on the top tray 
with new POS. 
* If we do not have a Salem permanent footprint .... place the new Salem Box in a 
temporary display. 
* In Territory Rep calls / Low Volume .... sell the sniped DPC displays. 
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As you can see, this example recommendation will require minimal time on field sales to 
implement. At the same time it involves two brand styles (Box & Lt. Box) that are not 
currently in the marketplace (no current customers), but have the highest potential of 
attracting a new smoker .... primarily the Newport customer. Working these two new 
brand styles would also not involve any effort on selling out old graphics and other 
related problems since the current Salem family would not change until early 1998. This 
might be a plan that could easily be worked in the region. 


Let me have your thoughts on the following: 


Q Do you think we should introduce these two new Box styles in 4th qtr.? 
Q What should the display offer be to the retail stores that we call on? 


Q In the stores that we call on ..... where should we display these new 
brands? 


Q What DPC program can we put together that would appeal to the 
Subjobber / Direct Account (cents off / payments / placement of POS / 
CLC) vue that they would honestly get behind and work? : 


O Would it make sense to allocate a large quantify of sniped product (off 
invoice) to the Directs / Sub’s ..... for their use the first two months of the 
introduction? ...... keep in mind, no stores currently carry these items! 


Q What type of supporting POS / PDI would we need for this introduction? 


O Other key points that you feel should be included with this introduction 
anene “if We do il g 
Honestly, what we are looking at is an introduction just like we have done several times 


with Moonlight, Red Kamel and Kamel Menthe. 


Please take the time to send me you thoughts on the above points. I will be meeting with 
the Salem group in Philadelphia early next week. 


Sincerely, 


cc: Dave Wilmesher (as information) 
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